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one who is called a 'fatakia* dalal1. These dealers and
dalals mostly belong to the Bania caste, but of late we find
a few Anavils too.
The demand for gul produced here comes mainly from
North Gujarat and Kathiawar. Some enterprising men
of Broach, Kaira and Kathiawar have made it a regular
business to purchase gul from the Bulsar and Pardi Talu-
kas in the harvest season through the dalals of Bulsar
and other places, and sell it piecemeal in their area either
on their own account at retail prices or at wholesale prices
to dealers.
THE STAGES IN THE ACTUAL MARKETING OF GUL
In order to get a precise idea of what marketing of gul
means, we shall briefly describe the different stages in
the actual marketing of gul. Let us suppose that a
Broach merchant desires to purchase 100 pots of gul
from Atgam. He comes to Bulsar and goes to the house
of his usual broker. The Bulsar dealer, or his clerk, ac-
companies the merchant^ to Atgam in a carriage. Both
sometimes go direct to the farmer's field where gul is
being, or has been manufactured, and the pots of gul stor-
ed under a shed made of bamboo-sticks, date-leaves and
the upper dry shoots of sugarcane. More often they go
with the 'fatakia* dalal of the village to the field or store-
house of the farmer. Soon after they reach the place,
the up-country merchant inserts a small stick into some
pots at random, to determine whether the quality of gul
is the same at the bottom as is seen at the top. It is re-
grettable to have to note that it is a common practice,
among some of the cultivators here, to cover the tops of
different pots of gul with the best species of gul, of pale-
1 The 'fatakia* (i.e. irresponsible) dalal is generally a money-lender,
as is the case in this village, who is interested in the sale of the client's
produce so that his old debt may be repaid and a fresh one contracted,
giving him (the creditor) some discount. He is called 'fatakia' because
he is not responsible to the farmer for the value of gul sold through
him.

